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produced in the advertisements just as it appears on the product
itself.
Henry C. Link, of the Psychological Corporation, says that the
most important qualities of successful salesmen are loyalty to
company, knowledge of products, good moral habits, ability to
judge people, sense of humor, social aggressiveness, good judg-
ment, and common sense. Both Richard W. Husband and V. V.
Anderson, studying successful salesmen, find their personalities
dominant and extroverted.
The art of selling proves hard to define because products and
customers vary so much. Psychologists agree that a salesman
must be good at sizing up a prospect's personality, attitudes, and
income, and act accordingly. Enthusiastic, dominant, extroverted
persons can be taught the tricks of a good salesman, but reticent,
introverted persons seldom make the grade.
A few psychologists help consumers' organizations which study
scientifically the value of advertised products, and present their
findings to subscribers who wish to buy intelligently.
Many more psychologists help advertisers survey consumer
preferences. Often large firms conduct their own market research
to find out what kind of products consumers really want. George
Gallup and Daniel Starch, among others, make cross-sectional
surveys of the buying public to study preferences and buying
habits. Guesswork by manufacturers and advertisers is disappear-
ing. Instead, they check to discover what goods actually are de-
sired, and advertise them with scientifically tested appeals.
Clinical Psychology
Mental disease is treated by psychiatrists trained in medicine.
Clinical and consulting psychologists deal with less serious be-
havior and personality problems,, some of which eventually might
develop into mental disease.
The first psychological clinic was founded by LIGHTNER Wrr^
MER in 1896 at the University of Pennsylvania. A few years later